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Credit 
 
TECHNICAL INFORMATION  
(and suggestions for using RRRPs in the studio) 
 
Improving access to credit and banking facilities for the rural and urban poor is 
regarded by many people as the most effective way to improve standards of living. 
Credit can allow people to develop activities that will generate an income, may 
increase employment opportunities for others, create assets, bring opportunities to 
learn new skills, reduce vulnerability and increase the confidence of those who 
successfully manage their credit. 
  
Credit comes in many different forms and can have different goals. This pack 
concentrates on credit schemes that offer loans of money in order to help borrowers 
either start up, or expand, a small business such as trading or livestock keeping. There 
is a wide variety of institutions that offer such loans: state and commercial banks, 
private finance companies, local credit unions and associations, non-government 
organisations and development agencies. Some of these may be motivated purely by 
profit, while others are more interested in the social and economic development of the 
loan takers and their families. 
 
Some credit schemes have been very successful; others have been disasters. In this 
resource pack the interviews explore some of the factors which have made schemes 
successful or not.  
 
Does credit help the poorest of the poor? 
 
There is considerable disagreement about the value of credit, particularly over 
whether the ′poorest of the poor′ are likely to benefit from it. This disagreement is 
reflected in the interviews here. For example, Florence Chiburesha in the item called 
′For the poor or the poorest′ argues that the poorest need welfare schemes in order to 
increase their capacities, before they are able to benefit from credit. This contrasts 
with Cecelia Fomenky in ′Keeping an eye on the money′ whose organisation only 
targets the very poor.  
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Secrets of success?  
 
Those planning to offer credit to the poor will need to consider some or all of the 
following: 
 
• Providing training to the loan recipients e.g. in book-keeping, using a bank, project 
management, group dynamics, or even in the practical skills of their chosen 
business. 
 
• Whether to loan to groups rather than individuals. The argument for loaning to 
groups is that the group can put pressure on the individual members to keep up 
with repayments, and can support individuals going through difficult times. A 
group may be required to write a constitution, in which it is agreed what action will 
be taken if one or more members fail to honour their repayments - see Making a 
profit from credit. 
 
• How should a repayment schedule be decided? In this pack there are arguments 
both for weekly repayment - see Being cruel to be kind - as well as for giving 
greater flexibility in repayment - see For the poor or the poorest?  
 
• Where should the money come from? Several of the credit institutions in this pack 
are funded by the borrowing communities themselves - see The importance of 
ownership. This would appear to increase the rate of repayment as it makes the 
borrowers feel responsible for the success of the scheme. In other cases the money 
comes from a private company. Such a company may need to find different 
incentives to encourage repayment - see Making a profit from credit. 
 
• Do borrowers need to have savings or property to act as collateral? Some credit 
schemes do not require borrowers to have any savings or property to guarantee 
repayment of a loan. Generally commercial operations and banks will require such 
collateral. 
 
Credit for women 
 
Many of the interviews in this pack involve credit schemes which target women. One 
important reason for targeting women is the belief that they are more likely to use 
money borrowed or earned for the benefit of the whole family. However other people 
make the point that encouraging women to undertake business activities through 
loans, actually increases the burden on women, who are still expected to do all their 
other jobs in the household. In Learning to manage your money, Christine Tanyi 
explains how her organisation does a feasibility study of a woman′s capacity to take 
on extra work, before a loan is given.  
 
Another criticism is that even when women are able to borrow and earn money, how 
that money is spent is often in fact controlled by the man in the household. An 
interesting parallel to this situation is made by Cecilia Fomenky in Keeping an eye on 
the money, when she discusses the women borrowers who use their loans to buy 
snacks and beer 
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Lessons learned by the Grameen Bank of Bangladesh 
 
Below you will find some lessons learned by the Grameen Bank of Bangladesh, 
which has a very successful micro-finance programmes targeting mostly women. 
Repayment rates are over 90%, a very high figure indicating the effectiveness of the 
bank’s system. The points may give you some ideas for subjects to tackle in your 
programmes. Many of them are covered in the interviews in this pack. 
 
• Small Loans: 
Successful programmes offer small loans (usually less than $100) in the 
beginning. Larger loans are given later after the women have developed the 
skills, discipline and commitment needed for success  
• Primarily Women: 
Successful programmes make loans mostly to women, who are much more 
committed to using their loans for the benefit of their families, and generally 
have a stronger commitment to repay their loans in order to qualify for larger 
loans in the future.  
• Groups of Five: 
Successful programmes insist that the women be organised into groups of five, 
with each person in the group guaranteeing the loan payment of the other 
members in the group.  
• Weekly Payments: 
Successful programmes insist that payments be made on a weekly basis, thus 
helping to build discipline and consistency. Weekly payments on small loans 
over a period of 52 weeks also ensure that the payments required each week 
are small enough, that if one person in the group could not pay in a given 
week, the others would be able to make the payment for her.  
• Lower Poor: 
Successful programmes provide loans only to the very poorest of the poor. 
These women have no other alternatives, so they are much more committed to 
repaying their loans.  
• Required Savings: 
Successful programmes require all borrowers to put some amount of money 
into a savings account each week that will earn interest. Establishing these 
savings accounts appears to strengthen the borrowers commitment to the 
programme, but also helps to build their sense of discipline, self-esteem, and 
well-being.  
• Interest Charged: 
Successful programmes charge an appropriate level of interest, usually higher 
than what a bank might charge, but much less than what a money lender 
would charge: this is generally between 2-3 percent per month, just enough to 
pay salaries of the bank workers supervising the programme in their area.  
• High Commitment to Training: 
Successful programmes develop a strong commitment to meet with the people 
every week on a regular schedule, to give training in literacy, health, and 
community development, in addition to training in accounting, marketing and 
entrepreneurial skills.  
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Suggestions for use in the studio 
 
Credit is a controversial subject which is likely to be of interest to your listeners, 
many of whom may have had either good or bad experiences of it. The issues raised 
in these interviews, for example who benefits most from credit, how to maximise 
repayment rates, and the potentially negative effects of offering credit, could all be the 
subject of discussion or phone-in programmes. What experiences have your listeners 
had?  
 
If one or more of the issues seems to be particularly relevant in your country or 
region, record some interviews with the people involved. Try to represent both sides 
of any disagreement, for example from both givers and receivers of credit. 
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Credit 
 
Learning to manage your money 
Cue: 
In Cameroon, credit unions have become a popular way for poorer people to access 
credit. Members of a credit union pool their savings in a fund which individuals can 
borrow from, at interest. A co-ordinating body for the credit unions, called 
CAMCCUL, trains the union members in how to manage their money. 
 
However, attempting to strengthen poor people′s livelihoods by increasing their 
access to credit has sometimes had the opposite effect: it can put more pressure on 
families as they try to earn a profit from a loan and keep to a fixed repayment 
schedule. CAMCCUL has tried to address these problems, as Christine Tanyi, an 
assistant general manager of CAMCCUL explained to Martha Chindong. Martha 
began by asking Christine whether providing loans to people with very little money 
had proved an effective way of relieving poverty. 
 
IN:  “Money is not how much… 
OUT:  …where he or she is involved.” 
DUR′N  3’48” 
 
BACK ANNOUNCEMENT: 
Christine Tanyi explaining some of the secrets behind the success of CAMCCUL, the 
co-ordinating body for credit unions in Cameroon. 
 
Transcript
Tanyi Money is not how much you have it’s how well you can use the little 
you have. With the little money they have they are being taught how to 
manage it well. This is one major activity of the credit union to educate 
the members how to use the little money. And how do they educate 
them? They encourage them to save. So they understand this and they 
make sure that they try to save just a bit, little by little. We even have 
our poster which we say ‘Drop by drop forms a mighty ocean.’ 
 
Chindong What of the loans, when they take are they able to pay back with ease? 
 
Tanyi I want to assure you that the best results we have on loan repayments 
come from the rural area because they take just what is enough for 
them for their farming and it is programmed in such a way that they 
start repaying when they are harvesting. Therefore it is at their 
convenience and they pay gradually until they complete the 
repayments. And they have programmed it in such a way that by the 
next season they must have finished repaying and come for the next 
loan. 
 
Chindong How is the repayment of credit union loans scheduled? 
 
Tanyi The repayment schedule is drawn up by the member himself or herself 
according to his or her capability. The time limit of any loan can not 
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exceed 36 months. And therefore, you have to estimate how you are 
going to be repaying in order to finish within 36 months.  
 
Chindong There is another point that people believe that when they give money 
to women, you know, they make the women poorer because they have 
to spend time managing the loan, they have to do other housework and 
they will not really have time to use the loan well in order to pay back? 
 
Tanyi Yes still in this scheme they try to educate them how to come out with 
a feasibility study. Therefore for any project a woman wants to do, the 
officials of the department they come, they go out and try to guide the 
woman how to come out with a feasibility study and take into 
cognisance all her other activities. So if you say you want to do buy-
and-sell, they try to find out when will you take care of your husband, 
your children and so forth. They try to time the activities, and this has 
worked very well. 
 
Chindong CAMCCUL seems to be succeeding in all its activities including 
managing the rural women as you have just said. What is the secret 
behind CAMCCUL and its successes? 
 
Tanyi Trying to educate the masses on credit unionism, the first step is to 
make them understand that as they are members of the credit union, 
they own the credit union. They are the ones responsible for the 
management, and you can imagine if you know that this thing I’m 
doing belongs to me, you take all your time to do it, and therefore it 
must succeed. And of course the one vital point again is accountability. 
There is a lot of accountability in the credit union and therefore every 
member is confident of where he or she is involved. End of tape. 
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Credit 
 
For the poor or the poorest? 
Cue: 
Who can benefit most from credit? Men or women? Rich or poor? It is often argued 
that those who are categorised as poorest of the poor are frequently unable to use 
loans effectively. Instead they use them to buy their daily needs, and fail to gain extra 
income from the loan. 
 
Zambia′s Women Finance Co-operative is a Micro-Finance Institution or MFI, that 
targets poor women, who are supported in starting small businesses. However, as 
Florence Chiburesha, the Executive Director of Women Finance explained to Chris 
Kakunta, the co-operative does not target the poorest of the poor. Those that are 
targeted for loans are encouraged to make their own decisions about how they use 
them, and how they make their repayments. 
 
IN:  “We don’t want to tell… 
OUT:  …want their country to be run.” 
DUR′N 4’23” 
 
BACK ANNOUNCEMENT: 
Florence Chiburesha explaining how the Women Finance Co-operative is supporting 
development for Zambian women and their families. 
 
Transcript
Chiburesha We don’t want to tell a client which business to go into for the simple 
reason that I am the one giving the loan. If I tell them which business 
to go into and it fails they will come back to me and say ′I can’t repay 
the loan because you told me which business and it has failed′. But we 
will provide options for them, we will tell them, ′Well these are the 
options available to you′, and then the women would then make an 
informed decision as to which is more viable and which they should go 
into. 
 
Kakunta How about in terms of the schedule for loan repayments, does it suit 
the women entrepreneurs? 
 
Chiburesha We would like to believe it does. In fact one of the reasons when we 
ask clients why they prefer us as opposed to other MFI’s that are 
providing the same services most of them will say that because of our 
repayment schedule. We allow clients to start repaying on a monthly 
basis. When they take out the smaller loans we are saying to them that 
in fact it is easier to make weekly repayments but we don’t force them 
to make these weekly repayments. If they still opt to make the monthly 
repayment they go ahead. Because you must realise, the bigger the loan 
the more time you need to give them to make their first weekly 
repayment. We’ve also noticed that in fact if they start to get bigger 
loans and you continue to ask weekly repayments most clients will 
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drop out because the weekly repayment then becomes too large for 
them to manage. 
 
Kakunta So do you feel giving loans really assists the poorest of the poor in the 
communities? 
 
Chiburesha Two things. I think the impact of giving loans to the poorest is 
minimal. I mean the impact is less, maybe not minimal, the impact is 
less than if you gave a loan to somebody that is not categorised poorest 
of the poor. Simply because the poorest of the poor take less risks. So it 
means that their business will not really grow and most of their money 
will go into subsistence. So the impact I think is not as much, they have 
to graduate and move to another category I think, for the loan to have 
higher impact. Also sometimes the poorest of the poorest to begin with 
don’t need loans. They probably need some kind of social welfare 
assistance until they get to a level through training, through exposure, 
through assisting them first with their basic needs until they get to a 
level where then they can access a loan and really plough it back and 
help that business to grow. 
 
Kakunta So on average what have been your recovery rates? 
 
Chiburesha In the last two years, 2000 and 2001, Women Finance has experienced 
a repayment of between 95 and 98%, currently as I’m speaking as of 
July 31st 2001 the repayment rate was 98%. 
 
Kakunta What do you think has led to this programme to be successful? 
 
Chiburesha I think the major thing is probably that it’s responsive to the client 
needs and the service that we provide, we would like to believe, is not 
supply driven. It’s not the MFI coming up and deciding it needs to set 
up and provide this service. I think our service is demand driven. We 
also run a savings programme and I think the clients see that once they 
take out a loan and they are doing the voluntary savings this acts as a 
buffer in case they can’t pay back the loan or in case they undergo 
some kind of crisis in their daily lives. They are then able to fall back 
on these savings and use them. And I think also the very fact that we 
allow for flexible repayment schedules. 
 
Kakunta Finally is there anything that you want to get across in as far as your 
organisation is concerned, and services that it’s offering to the small 
scale entrepreneurs? 
 
Chiburesha I think as Women Finance we still believe that we have the mandate. 
Our programme is demand driven. As you know micro-finance 
industry in Zambia is still in its infancy and would like to believe that 
there is still a need for women to access credit. We believe that this 
helps; one, the woman herself economically. Also it trickles down to 
the rest of her family. They are able to meet their needs and they are 
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able to eventually become equal participants in making choices about 
how they want their country to be run. End of tape. 
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Credit 
 
Making a profit from credit 
 
Cue: 
A private credit offering institution, like the Malawi Rural Finance Company, will 
soon go out of business if borrowers fail to keep up their repayments. Such companies 
need effective ways of maximising repayments, while also deciding how they will 
respond to natural disasters such as drought, which can greatly effect people′s ability 
to pay off their loans.  
 
Many institutions have realised that lending to groups rather than individuals can 
improve rates of repayment. The Malawi Rural Finance Company has also taken this 
approach, and supports the groups who borrow from it with a variety of training 
packages. Excello Zidana spoke to Charles Nangwale, Credit Officer of the Northern 
Region Branch, and asked him what mechanisms the company was using both to 
support the farmers who borrow from it, and to keep itself in business.  
 
IN:  “We know people are different… 
OUT:  …to improve their life standard.” 
DUR′N 3’56” 
 
BACK ANNOUNCEMENT: 
Charles Nangwale explaining how the Malawi Rural Finance Company balances its 
goals, both supporting farmers and staying in business. 
 
Transcript
Nangwale We know people are different, we are born with different characters 
and we want these people to be able to work together. So the first thing 
is, we train them on group dynamics. And after that we train them on 
the particular farming activity or business they want to carry out. Then 
we teach them our credit procedures so that they understand how we 
want them to run the businesses, how we want them to repay our loans.  
 
Zidana In any society there might be some people who are definitely not 
honest. If they fail to honour their loans what do you do? 
 
Nangwale We are working to assist the people but at a profit. So we have tried to 
be a bit clever. During the training we teach those people to draw a 
constitution which is supposed to govern, you know, their group. So in 
that constitution they are supposed to outline what are they going to do 
should somebody fail to repay their loan or should somebody maybe 
passes away, what is going to happen? The first thing is those people 
themselves are going to take an action against whoever has failed to 
repay the loan. But then if the group has failed to do that, then we come 
in and that’s why, you know, we have things like loan agreements so 
that we know we can act on these people without any legal problems.  
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Zidana  Now during the times of natural disasters like drought what do you 
do? 
 
Nangwale Drought is unpredictable and you cannot prevent drought. We know 
this is a problem, it is not the customer′s making, it′s something that 
has just happened to him. So we give those people an opportunity to 
reschedule their loan so that they can repay it maybe in the next two 
years, should there be no drought that is again. 
 
Zidana I understand that most lending institutions before they give out loans, 
they think of sureties. What does your company do in this regard? 
 
Nangwale Yes we also require these people to give us what we call collateral. Of 
course we don’t require collateral for all the loans because Rural 
Finance has targeted everybody so we know there are people out there 
in the villages who cannot raise collateral. So for those people we give 
them loans which don’t require collateral. But for those people who 
want loans that require collateral, we require two types of collateral, 
cash collateral and material collateral. In cash collateral we require our 
customers to pay 20% cash deposit of the loan they are looking for. 
And material collateral is supposed to be 150% of the loan they are 
looking for. 
 
Zidana But as you said that your main focus is on the poor of the poorest 
farmers. So when we go around you see people in the villages, they are 
still very poor and some even complain that your company tends to 
take other items as part of the whole strategy of loan recovery. Is this 
act aimed at helping farmers? 
 
Nangwale Yes if you remember what I said, I said Rural Finance is a company 
which is there to assist the farmers and the general public as a whole. 
But then we are supposed to do that at a profit, because if we don’t 
make profit then we won’t survive. When somebody has failed to pay 
us back there must be a way of getting back our money you see 
because we are in business. Much as we want to assist the farmers they 
shouldn’t just take that as a grant, they should actually work to pay off 
the loan and to improve their life standard. End of tape. 
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Credit 
 
The importance of ownership 
 
Cue: 
Ownership has in recent years become a key feature of most development 
programmes. Too often in the past projects failed because all the ideas, resources and 
staff were supplied by an outside agency, and the capabilities of local people were 
ignored. In supplying credit to poor communities, it is frequently observed that when 
those people are themselves the source of funds and managers of the scheme, there is 
greater commitment to making the programme work, and greater sustainability once 
external support ends. 
 
The following two reports come from Zimbabwe and The Gambia, and focus on 
schemes which have been largely funded by local contributions. First Busani Bafana 
talks to Inviolatta Moyo of the Western Region Foundation in Zimbabwe, an 
organisation that puts great emphasis on training its project holders in business skills. 
 
IN:  “I think what the foundation… 
OUT:  …and men will follow after.” 
DUR′N 2’46” 
 
LINKING ANNOUNCEMENT: 
Inviolatta Moyo explaining why Zimbabwe′s Western Region Foundation targets 
women rather than men. Our second report comes from The Gambia, where Ismaila 
Senghore spoke to Fatou Sarr, a training officer at the Promotion Centre of the 
Village Indigenous Savings and Credit Associations, commonly called VISACAs. He 
discovered that the associations had a strong sense of ownership, not least because all 
the staff in the credit offices were recruited in the villages. 
 
IN:  “The belief we have is… 
OUT:  …don’t pay the project will fail.” 
DUR′N 1’46” 
 
BACK ANNOUNCEMENT: 
Fatou Sarr, training officer for the Village Indigenous Savings and Credit 
Associations in The Gambia, on why that particular scheme is succeeding where other 
credit schemes have failed. 
 
Transcript
Moyo I think what the foundation has done to assist the rural communities in 
successfully implementing their income generating projects, is that the 
foundation offers training, even prior to giving the grant. The 
foundation facilitates in the process technically in terms of monitoring 
and evaluating the success of the projects. The groups that are engaged 
in income generating activities are also helped in training in skills such 
as project cycle management, financial management and so forth. 
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Bafana And has this training helped in the way they actually use the credit that 
they get from the foundation? 
 
Moyo I definitely would say this training has helped a lot in facilitating the 
groups′ day-to-day running of the projects very well. 
 
Bafana Whereas banks or commercial or otherwise would ask for collateral 
security before they actually give credit have you had any problems 
with people defaulting on the grants that you give them? And how have 
you got around that problem? 
 
Moyo Well thank you for that question. Fortunately we have rarely had 
problems in the sense that we make sure that these project holders own 
the projects and they’ll have contributed substantially before they come 
to seek for any assistance from the foundation. As such it assures 
ownership and you find that there is very little defaulting among the 
project holders. Nonetheless we have had a problem with one or two. 
Sometimes we discover they need more training in leadership skills, in 
the project cycle management and we undertake to find those 
organisations that are into training, to facilitate that kind of situation 
together with the community leadership. 
 
Bafana And lastly Mrs Moyo, most beneficiaries of your scheme under the 
foundation have been women. Does this mean less men are keen to take 
credit risks in areas you are operating in than women? 
 
Moyo Well women are the backbone of the economy, particularly the rural 
economy. I would say men sometimes are reluctant until they realise, 
you know, profits, or profit within the activities that women are 
engaged in. Only then do they want to join in. I would say generally 
women take the lead and men will follow after. 
 
Second Interview 
 
Sarr The belief we have is to have all the staff working for the VISACAS to 
be at the village, so that at the end it can be sustainable because 
everybody is from the village. But for other projects that have failed 
the problem is most of their staff were brought in the village and at the 
end of the project if they don’t receive salaries anymore everything 
fails. 
 
Senghore Fatou, you have just highlighted the reason why you are making 
success where others have failed. Basically the fact that staff attrition 
is high, when people are not stationed in the village and incorporated 
within the system. Now what is the kind of loan policy that you 
promote? 
 
Sarr For us all our loans policies are defined by the villagers themselves, 
because what we normally do is we give them the guidelines of how to 
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operate the VISACAS. But all the internal regulations of the 
VISACAS are designed by the villagers themselves.  
 
Senghore Now you are targeting the poor. Are poor people good re-payers of 
loans?  
 
Sarr Yes because most of our VISACAS now we have 100% repayment 
because people in the village they have seen these VISACAS as their 
own. Because all the VISACAS are managed by the villagers 
themselves. The funds that are given as loans are from the villagers so 
they are seeing everything as theirs. So most of the credit schemes 
before failed because the villagers believed that the money is coming 
from the government or it is coming from other people but they have 
the belief with VISACAS that the money that is given out as loans is 
theirs. So they have to pay back. If they don’t pay the project will fail. 
End of tape. 
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Credit 
 
Keeping an eye on the money  
Cue: 
When non-government organisations get involved in giving credit, they often have 
strong ideas about how the money should be used. Giving credit to women is often 
regarded as a way of supporting whole families, helping to ensure that children are 
fed, clothed and educated. But what happens if the recipients of loans do not use the 
money for their families. What if instead of becoming entrepreneurs the loanees just 
use the money to buy alcohol and snacks? 
 
Martha Chindong spoke to Cecilia Fomenky, the president of Cameroon′s National 
Centre for Counselling and Women Entrepreneurship Development Training, an 
organisation that keeps a very close watch on how its loans are used. Martha began by 
asking what the goals of the centre were. 
 
IN:  “The NGO was actually created… 
OUT:  …have gone back to school.” 
DUR′N 5’50” 
 
BACK ANNOUNCEMENT: 
Cecilia Fomenky describing how loans, when used properly, can substantially 
improve the lives of women and their families. 
 
Transcript
Fomenky The NGO was actually created to train women on entrepreneurship 
development, that is small business development for rural women and 
urban poor women. And after training them for many years, we 
decided to find out the result; are women getting into small businesses? 
And we found out that many were not doing so. And many of them 
responded that they were not doing so because they lacked capital. We 
went to the level of the banks and found out that banks were not giving 
small loans to women, and more so to very poor women, and when we 
questioned them, their problem was that they were afraid that the poor 
would not be able to pay, and we have proved the contrary: the poor 
actually pay their loans. 
 
Chindong That′s interesting. Just tell us how you operate, madam. 
 
Fomenky Well, our operation is very simple. We work with individuals, but in 
groups, and the first condition is that the women must be very poor. It′s 
not like we have money to dish out like groundnuts. We don′t even 
have. And we have a few people who are becoming interested in what 
we are doing, and the little money that they give us, we try to make 
optimum use of it. And the best way is to actually target the very poor. 
And so a woman who does not have any other possibility of expanding 
or of starting her activity comes to us, through the group, to get the 
loan. 
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Chindong This set of women, they can take a loan of about how much? 
 
Fomenky The maximum is 50,000 for first time loanees, and we, in order to 
measure whether they are growing their businesses, train them at the 
beginning, on the importance of saving. So at the same time as they are 
reimbursing, they are also saving an equal amount. For example if you 
took a loan of 50,000 francs, we expect that at the end of six months, 
you have reimbursed your 50,000 francs, and you have saved an equal 
amount of 50,000 francs or 40,000 francs at least. That′s what shows 
us that you are growing your business. And for second time loanees, if 
you have saved 40,000 francs we can give another loan for the second 
time loanees, of double the amount. For example if you have 40,000 
we can give you 80,000; if you have 50,000 we can give you 100,000. 
But there are conditions which make us go that far. You may save 
50,000 francs and not get 100,000 francs the second time. All this 
depends on your discipline during the six months period of 
reimbursement.  
 
We have what we call utilisation checks during the reimbursement 
period. We come to your business site once every week, one, to get the 
reimbursement, but more importantly to check what you are doing, see 
how you are doing it. If you are not at your market place where you 
should be, all this is taken into consideration. We have a few 
difficulties. Some of them are not behaving well at their business 
places; like some of them when they begin to get the money they resort 
to drinking, and that eats up the money, and then they have to borrow 
the money from somewhere to pay, and we say ′No′. So if such a 
woman comes with her money at the end, we can′t give her another 
loan, because during the utilisation checks we have seen that she is not 
responsible. She is not serious with the business activity. She is eating 
up into the business. She is drinking, she is eating soya, you meet her 
in the bar eating and drinking, eating soya and drinking, and that is that 
money. If she comes we don′t give her the loan, because she is not 
improving her family. She may be improving herself, if she calls that 
improving herself. We don′t see eating soya and drinking beer as 
improving oneself. It is not a responsible act, and so we discourage 
them. 
 
Chindong Madam, don′t you think that some of these women resort to drinking 
with the loan because of the frustration they have back at home. Maybe 
their husbands want to control the money; maybe they want to use the 
money for family rations so they decided to first of all enjoy themselves 
before they would take all of it from them. 
 
Fomenky We are actually the friends of these women, and some of them say just 
what you have said. But we tell them it′s not a solution to the problem. 
It increases their frustration. I mean they should put the money in the 
bank and show the men that they can do something, better that drink it, 
become drunk and go and sleep, and tomorrow you don′t even have the 
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capital again. And that′s why we won′t give some of them the second 
time loans, because they have eaten up into it, they have not improved 
their families. I don′t think drinking is even helping herself! It is killing 
herself! No woman should face a problem in that way. 
 
Chindong Have you taken time to find out what benefit these women have had 
from the loans, those that are successful? 
 
Fomenky One of the first things that makes us say they are growing is the fact 
that they are able to save, at the same time as they are reimbursing. 
Another which shows us that the businesses of some of the women are 
growing, is the expansion. That is some of the women who were 
buying buckets of egusi, after about three months into the programme, 
they started buying a bag of egusi, which is very encouraging. Another 
indication is the way they look. The first time they got into the 
programme they really looked wretched and untidy. But now they are 
very happy. You know when you arrive at the market place, you see 
big smiles, and they are cleaner and they have their lipstick on, and it′s 
really interesting to see the way they look. And some of them have 
children who were out of school. These children, many of them have 
gone back to school. End of tape. 
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Credit 
 
Being cruel to be kind 
Cue: 
While many credit programmes target rural populations, FINCA, the Foundation for 
International Community Assistance, works in the towns and cities of Malawi, and 
offers credit to women in particular. It has a strict policy on repayments, demanding 
that these be made on a weekly basis. Patrick Mphaka spoke to both the Managing 
Director of FINCA Malawi, as well as one of the beneficiaries, and discovered that 
this policy causes problems for both the givers and receivers of credit.  
 
IN:  “There is a saying among Malawians… 
OUT:  … if FINCA were targeting men.” 
DUR′N 4’52” 
 
BACK ANNOUNCEMENT: 
Patrick Mphaka reporting on the work of FINCA who, despite having a strict 
programme of repayments, have given small business loans to over 20,000 
Malawians. 
 
Transcript
Mphaka There is a saying among Malawians which says, ′Ask a woman to bring 
you her favourite food and she will bring you a full plate of nsima, the 
local staple food. Ask a man, he will bring you a packet of cigarettes′. 
The adage seems to have convinced a good number of money-lending 
institutions that a woman, not a man, knows man’s real needs. This has 
resulted into a number of them targeting women for credits. In addition 
to women using money for essential needs, they also have a reputation 
of high repayment rate. The combination of the two qualities equals 
development and satisfaction on the beneficiary and the lending 
institution respectively. 
 
It is this satisfaction that attracted the Foundation for International 
Community Assistance – FINCA, to target women in urban and semi-
urban areas of Malawi. The institution started its activities in 1994 
with one group in Blantyre of twenty women. Today, the institution has 
members throughout the country as the Managing Director of FINCA 
Malawi, Mr. Ishtiaq Mohiuddin, explains. 
 
Mohiuddin We started in Malawi in 1994 with one group, about twenty members. 
Right now we have about twenty thousand clients. We work all over 
Malawi. 
 
Mphaka FINCA has indeed helped women to start small scale businesses which 
are in turn alleviating household poverty as one of the beneficiaries, 
Mrs. Zione Zulu admits. 
 
Zulu I for one decided to join FINCA because of the poverty in my home. 
My husband had just been retrenched from his job and he was just 
staying without doing anything to earn any money. The result of this 
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directly affected me. I have five children who look up to me for food, 
clothing, and what have you. I also needed money to pay for water, buy 
firewood and other daily needs. The positive side of FINCA is that first 
and foremost, it enabled me to have a start up capital for my small 
business. Secondly, FINCA has taught me how to use a Banking Hall. I 
have an account and I have learnt how to do a transaction although my 
account does not have much money. 
 
Mphaka These two seem to be the major advantages of FINCA as seen from the 
eyes of the beneficiaries. One problem, which is cited time and again 
however, is the repayment period. Mrs. Zulu. 
 
Zulu FINCA has its own shortcomings. The first one is the repayment 
period. Since one needs to pay back the loan on weekly basis, this 
makes one a slave of the loan on daily basis, since you have to ensure 
that you are doing something to earn something to repay back by the 
end of the week. Sometimes if you fall sick, or the child falls sick, or 
there is a funeral, you become worried to death. You still have to find 
ways of earning something, somehow, which you can pay back to 
FINCA. 
 
Mphaka It is ironic that the issue which the beneficiaries detest, the lending 
institution does not like also. Why not do away with it then? Mr. 
Mohiuddin. 
 
Mohiuddin Actually we have tried bi-weekly loan repayment not only in this 
country but many other countries because it is more costly for us to 
have a weekly system, because under weekly system a credit officer 
goes to the field to collect money on weekly basis. But actually we 
have seen that in the long run, it is more difficult for the client to pay 
bi-weekly because if they miss one payment, next time, actually, the 
payment is equal to four weekly payments. And we have seen that they 
have this difficulty.  
 
Mphaka Many money lending institutions with better repayment periods were 
there before FINCA, have been there during FINCA’s time and they 
will continue coming. The sad experience which they all live to tell is 
that more than eighty percent of their clients default on loan 
repayment. Consequently, they close down. FINCA has the reputation 
that the repayment rate is above ninety-five percent. No wonder it is 
expanding. There are many families who have benefited from it. There 
are men who are using FINCA money borrowed by their wives to run 
big businesses. One wonders whether the woman would have had the 
same opportunity of using her husband’s loan, if FINCA were 
targeting men. End of tape. 
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